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The research results from the MAT I direct mail (attached), provide some key learning that I 
believe should be applied to future Direct programs. 

Specifically: 

* Direct successfully increased awareness and participation of MAT among competitive 
smokers. Among competitive and Camel YAMS program awareness increased 
dramatically among those who received the mailing versus holdouts. Over 80% of Camel 
smokers who received the mailing claimed awareness versus 68% for those in the control 
group. 

* Pack coupons performed stronger than carton coupons with 54% of pack coupons being 
redeemed versus 27% for cartons. Pass along was also higher for the carton coupons with 
over 34% of recipients claiming to have given at least one away versus only 17% for pack 
coupons. While this may suggest that we should eliminate carton coupons, further analysis 
reveals that the volumetric impact from redeemed carton coupons is far greater (3X) than 
just pack coupons. I have asked Natalie to investigate if the combined use of pack and 
carton coupons can lift overall redemption. Additionally, we will investigate the difference 
in pack coupon values to see what elasticity exists with various discount levels. 

* We received valuable learning from the Coupon Value Test among Marlboro smokers 
that indicates very little difference in claimed redemption between $3 and $4 carton 
coupons (48% and 53% respectively). Based on budgeted estimates, reducing the value 
from $4 to S3 would have saved $2.0mm with no measurable impact to units moved. I 
believe we should consider this for future MAT mailings. 
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